
Attachment #5 
Managerial and Technical Resources 

The Company’s is technically capable of providing the requested services as is evidenced by its 
successful operations in Illinois and other states. In addition, the Company’s key personnel have 
the necessary technical and managerial expertise to provide the services requested herein. Profiles 
of the Company’s key personnel are attached hereto. 
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Brian C. Twomey 
233 Summit St. 
Brookline, MA 

(Home) 6 17-233-52 10 
(Office) 6 17-369-1210 

S'CIMM.LRX 

Telecommunications sales. service and marketing professional with extensive experience in 
product development, management and integration and on-going management of nrultiple sales 
channels. Channel management experience includes outsideldirect, insiddtelesales (inbound and 
outbound), outsowed telemarketing, agentsNARs, retail. Significanl experience in a11 phases 
of strategic saleslmarketiag planning, targeting, automating, tnining and on-going management 
of  multiple channel organizations. 

-5IONAL EXPERIENCE 

Trans National Communications International, Ine - Boston, MA. February 1398 to dare 
President 
8 Responsible for trrtnsilioning this long distance reseller to an integrated communications 

company. 

Senior Vice President or Sales 
H Took additional rcsponsibility for inside sales channel 
I Increased revenue 50% year-on-year. 

Vice President of Sales 
rn Opened up a new agent sales channel for long distance reseller 

FaxNet Corp - Boston. MA. October 1996 -February 1998 
Vice Presidenl'of Sales 

$12 mitliofi start-up Corporation. developing and marketing enhanced fax services 10 

businesses. Total. of 92 employees. 
I General management responsibility for all sales channels, including direct mail, outside, 

outbound telesales, outsourced telemarketing, agents and retail. 
H Management responsibility for internal organization of 34 sales and administrative 

professionals. Direct managemetit of oulsourced telemarketing relationship 
H Kesponsible for entire sales budget of $12 million in annual sales, 24.000 new accounts - 

first budget. year. Current projection to ariain in excess of 120% o l  new account EWA. while 
maintaining initial expense budpet. 
Direct management responsibility for team of d managers and 2 sdss administrators. H 



JACOD PAGE 03 

WearGuard Carp - Nonvell. MA. February 1995 -October 1996 
Genera1 Manee rmirector of Sales 

$100 million division of Aramark Cop, selling customized uniform and safety wear. 
I General management responsibility for Business Sales Division. 
H P&L responsibility for sales and service organization of over 60 direct, telephone sales and 

account management representatives. 
Develop Division strategy, annual budget, salesimarketinglservice organization plans. 
Attained annual sales growth in excess of 400h to over $35 inillion, without i?creasing initial 
sales organization. 

H Direct management responsibility for team of 6 sales managers, training and administrative 
staff. 
Major accomplishments inchde complete realignment of saleslservjce organizations 
including sales methodology. training. development of strategjc account plans. development 
of vertical market sales tenitories/plandgoaIs. 

Softvare Spectrum Inc. - Garland, TX. October 1993 -February I995 
Mxectox of s ales & S ervice 

$250 million softwardhardware reseller. 
General management of organization of over IW sales representatives, including direct, 
outbound sales, catalog -sales. inside saledsewice. multi-level help desk personnel. 

I Respnsible Cor over $100 million in annual sales revenues. 
Direct management of 7 sales managers, 2 product managers and 1 VAR manager. 

I Major accomplishments include increasing AOP and net operating profits by over SO&, 
development and implementation of comprehensive saleslservice training programs, as well 
as development and implemenraiion of cusiom sales automation for al l  telephone and field 
sales representatives. 

McCaw Cellular Communications - Oklahoma City, OK. January 1992 - October 1993 
Director of Sales and Marketine - Southwest Region. 

P&L responsibility for all product, sales and marketing in the Southwest Region. 
Sales management includes field, telephone, retail, agents atid cwoiner service groups. = Organization responsibility over a 6 state region consisting of over 200 sales reps, 20 
managers and 9 direct reporting managers. 
Annual revenues in excess of $250 Million. 
Major accomplishments include sales results of 107%; of budgeted revenues on 1Q3% of 
sales, development and implemeniation of centralired telephone sales. account management 
and service teams, and development. integration and management of multichannel 
saleslmarketing strategic plans. 
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US Sprint - Kansas City, MO. May 1989 - January 1992 
Assistant Vice President - Business Marketing Group 

Sales and general management of all non-diwct sales channel business revenues. 
I Management and service of customer base with annual revenues in excess ofSlj0 MilIion. 

Management of division of over 90 sales and service representatives. 

Director - Emerging & Enabling Technologies 
Direct responsibility for all product relaled joint venturcfi, acquisitions and complementary 
marketing relationships. 
Managemem of staff of 10 corporate dzVelOp~~~k~d specialists. 

pirector - Product Management 
P&L responsibility for 800 and 1+ switched and dedicated busincss services. 
Responsible for product direction, price, advertising and sales promolion. 
Management of staff of 8 product managers. 

NYNEXIATkT - Boston, MA. June 1980 -May 1389 
paff Director - Regional Setvices Planning 

Product management of intelligent network products 
Account Executive and other professional positions. 1980 - 1986 

EDIJCATION 
Merrimack College; North Andover, MA. Graduation 1980. B.S. Majors: Accounting, Finance- 
University of New Ihmpshire; Durham, NIX, I982,K. Executive MBA ~ AT&T Sponsored. 
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CHARLES R. LUCA 

2 Charlesgate West . Boston, MA 02215 61 7-389-1 138 

.1- 

PROFESSIONAL MPERIEN CE 

SENIOR VICE PRESlDENTlOPERATIONS April 2001 -Present 
TRANS NATIONAL COMMUNICATION5 INTERNATIONAL, Boston, MA 

Direct cormlidation of aU operational departments under single management program 
Integrate all new program options into operational flm, and prwedure management 
Re-organized Information Systems department to centralize and standardize all systems 

= Directed the conversion of TnCl's Billing Program to a YZK compliant Windows-bad 

Coordinated move of entire sales & sewice operations to corporate headquarters with zero 

Cwauthored revised Auth.ANI Status Reporting Program based on IntraLATA/InterL.i\TA 

programming. tracking. reportin& and systems replication 

application 

business down-time 

designations 

VICE PRESIDENVCUSTOMER CARE, RETENTION, & ACTIVATIONS August 1998 -April 2001 
TRANS NATIONAL COMMUNICATIONS INTERNATIONAL, Boston, MA 

Direct expanded department which supports customer operations horn order entry, 
through activatiom provisioning, through daily support and sewire, to retention and 
winback 

Redefined the goals of Order Provisioning to provide more automatic processing, accurate 
perlormmce reporting, systems checks and balances, and greater service support 

Re-organized drpartmental management to secure goal-oriented leadership, industry 
knowledge, customer support, and systems integration - Chaired task force for new. systems inte.gration, Y2K compliance, and data analysis review 

ASSISTANT VICE PRESIDENTKUSTOMER CARE & RETENTION November 1991 -August 1998 
WAN5 NATIONAL COMMUNICATIONS INTERVATIONAL, Boston, MA 

Integrated two separate Residential 8a Commercial Customer Care Departments into one 
working unit of 40+ sbff in a 24~7x365 environment for Long Distance Reseller 

Developed and integrated Residential &Commercial Retention Programs into the 
Department and exceeded company goals of Revenue rehim . Residential: 19% Acmnunt Winback of Contacted Deactivated b a s e  - 
- Sprint 
* WilTdiWorldc~rn 
* Frontier 

Commercial: 53% Revenue Winback/Saw/Retention of Deactivated Base 
Directed liaison F F O C ~ S  with the multi-carricr long distance account terms 

Link USA (Calling Card Program) 
integrated additional products (pging/e-mail/LD tracking software) to the core busiries 
Deuelopd .?-step candidate inten:iew process to optimize hire of best polel. ?la1 : Staff 
Developed CC&R career pathing goals and oppurtunities to improve promotion from 

within while ensuring overall company experience and knowledge rctenlion - Re-or@rcd ~ c o p r  m d  gonl 01 D<yartn;tnt,i! Training I ' m w s s :  - 
* 

Stmd.,diird i,,trn-!iiiit~r .J~~p~rtm~mt,~'I y r m d  IW ~r,,hinj: in rimjun<.iicm t% iili S r l ~ ~ s l r ) , ~ l . r s t i o n r i ~ r ~ ~ ~ ~ l  
Intogralvd cro*.s-ftmc~imul tmininx p n > p m r  I , )  , n v ~ ; m i z t ~  rtnfj cihcirncivs and vcumnirs 01 a d ?  

... . .. . - .  _.-- ,. .,. . ... , , . ,. _ _  
P : I ~ ~ ~ ~ , ~ ~ ~ I ~  and sr.mlC~l,hoir. TWIK ix.l~ sl.!llnFF',,r",,?,,~~~? iwtri nvirw d c w R r w d  I i t i 7 i l O C ?  

I?,:<' I "I 5 
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* % i p d  Customer Service motivationd seminars 10 enhanee sidffpwfomance 
Introduced state-of-the-art ACD management system & report analysis to 4mpror.e goal 

Managed $1M Award-winning Customer Care & Retention G6A budget (17% under 

Core Team Member of company strategic planning committee to identify core 

attainmat 

budget for 19%) 

competencies & establish 1-5 year company business plan goals 

COMMERCKAL CUSTOMER SERVICE MANAGER November 1992 - November 1991 
TRANS NATIONAL COMMUNICATIONS. Boston, MA 

Developed Commercial Customer Service Program 
Designed, developed, and implemented Customer Service policies and procedures - Hired, trained, developed, and promoted 20+ Customer Cwe Specialists 
Created, implemented, and tracked operational goals 
Created and developed Customer Service Training Manual 
Designed, developed, and implemented service scripts 
Designed and developed the technical requirements for: 

System Service Screen Module - Reporting/Tracking 
Productivity goals 

MANAGING PARTNER March 1991 -October 1992 
INTERNATIONAL TRAVEL ASSOCIATES, Needham. MA 

Developed and implemented Customer Service Policy for Corporate Trave, Company 
Redesigned and introduced PC-based systems 
Closed sales with largest in-house contracts - Managed office administration and accounting 

OPERATIONS MANAGER February 1989 - December 1990 
JWP INFORMATIONS SYSTEMS, INC., Dedham. M A  

9 Directed regional branch operations for N+ telecommunicatirms technicians lor 

Managed LEC Vendor Office relationship to coordinate systems and dial tone installations 
Redesigned branch policies, procedures, and office staff evaluations 
Supervised payroll, accounting, and credit issue resolution 
Managed warehouse invmtory control and facilities maintenance 

b JdentXied and directed appropriate budget consolidation 

Intercomect Company 

TELECOMMUNICATIONS MANAGER November 1988. January 1989 
JWP INFOJ&4ATlCWS SYSTEMS, INC., Dedham. M A  

Desiped and implemented cornpuler Service Dispatch Program module and manual 
Cuordinatrd Scrvicelinstallation deparlmrmt work. scheduk . Supervised ServicclMAC request procedurcs - Performed ad hoc troubleshooting to clarify/resolve trouble reports . Cwrdinsted & supervised local Wephone vrndor work 

SERVICE DEPARTMENT MANAGER May 1984 - October 1988 
TOTAL COMMUNICATIONS & MAINTENANCE, INC. . Supervised Serviccilnstaliatiun dcFartmcnt cor PRX Service & Maintenance Company 

Established tracking 5ystems for uislallation jser\.ice/local tclcphone vendor repair - DtyigwJ and implemcntrd training lor Customrr Service Rrpresentalires 
I IVp~notcd from Trrhniwl S!aU hi cowdinsir !,prraiinns for :O+ Nrtrvork Technicians 



11/19/2883 82: 27 5385738131 JPlCOD PAGE 07 

J'ROFESSIONAL SKI LLS: 

Computer Software: 
9 Documentation Expert: 

IBM Windows 2000 Microsoft Word, Excel, Powerpoint; Visio, Access 
Process Mapping; Flow Charting; Decision Matrixin6 P&P 
Development 

EUUCATION 

BOWWIN COLLEGE 
Bachelor of Arts - Magna cum laude 

Double Major Governmental Studies 
Romance Languages -Summa cum laude 

UNIVERSIDAD DE MADRID COMPLUTENSE 
Msrquette Junior Year Abroad Program 

WFESSIONAL EDLJCXKIm 

- Dale Camegie Leadership Training for Managers - FORUM P.R.O.G.R.E.S.S. &INFLUENCE Training 
* Synectics Strategic PIanning Seminar 

Fred Pryox Management Training Seminar 

,REFERENCES Furnished upon request. 

Brunswick, ME 
May 1984 

Madrid, Spain 
August 1982 -.lune 1983 



Mente R. Jaffe, CPA 
29 Heather Way 

Sharon, Massachusetts 02067 
mri23@mrnelLedu 

617-699-4905 

Career Chronology: 

Trans National. G ~ u D :  A $15Om diversified international marketer of financial 
services, telecommunications, travel, and membership services. 

Boston, Massachusetts 3/92 - present 

Division - Title 
9103.- present Communications CFO and SVP of Finance 
12/98 - 8/03 International CFO and SVP of Finance 
4/97 - 11/98 Communications CFO and SVP of Finance 
12/95 - 11/98 New Business Development Vice President of Finance 
6/95 - 12/95 TNT Vacation Club Controller 
11/94 - 6195 TNT Vacation Club Financial Analyst 
3/93 - 10199 Trans National' Group Corporate Tax Director 
3/92 - 3/93 Trans National Group Corporate Tax Manager 

American Finance Group: A syndicator of 150 public and private equipment leasing 
pmerships and trusts for over 42,000 investors. 

Boston, Massachusetts 11/89 - 3/92 

g&@ 
11/90 - 3/92 
11/89 - 11/90 

- Title 
Tax Manager 
Tax Supervisor 

KPMG Peat Marwick Worldwide auditing, tax and consulting firm 

Boston, Massachusetts 7/85 - 11/89 

- Date 
7/88 - 11/89 
7/87 - 7/88 
7/85 - 7/87 

- TitIe 
Supervising Senior Tax Specialist 
Senior Tax Specialist 
Tax Specialist 
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Completed multi-million pound sale of UK credit card business. Responsibilities 
included negotiation, due diligence, foreign exchange, and tax planning of complex 
installment sale. 
Negotiated favorable contract tern with business partner directly resulting in multi- 
million pound sale discussed above. 
Developed computer model to evaluate profitability of 500,000 credit card customers 
based on acquisition channel and affinity group membership. 
Completed all aspects of negotiation and sale of UK Golf Society. 
Directed over 35 professionals in Accounting, Tax, Financial Analysis and Credit and 
Collections. 
Replarly present financial results of various operating divisions to Board of 
Directors. 
Successfully completed S-4 filings for merger of private company with 2 public 
companies. 
Helped compIete tax advantaged $150 million sale of domestic credit card division, 
including subsequent successful defense of transaction to IRS. 
Recommended and completed tax motivated merger of two legal entities. 
Developed employee retention plan for declining business under sale negotiations. 
Discovered and determined that major vendor had overcharged company by over $20 
million. 
Negotiated and completed substantial buyout of all 8 minority shareholders in 12 
different domestic and foreign legal entities. 
Successfully handled income tax, sales tax, and employment tax audits. 
Consistently automated all tax compliance and research. 
Lectured quarterly on the workings of the company’s 401(k) plan 
Wrote tax return instruction guide for over 42,000 investors. 
Developed structure for corporate tax shelter equipment leasing program. 
Advised investors on fundamentals of partnership and trust investments, including 
assistance with tax return preparation. 
Lectured to professionals at all levels on spreadsheet and other computer applications. 
Developed numerous complex user-friendly computer models for real estate 
investments, tax planning opportunities, and various entrepreneurial businesses. 
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Education: 

Cornell Universitv Johnson Graduate School of Management. MBA wlth distinction. 
Concentration in Finance and Accounting. GPA: 3.9. Teaching Assistant in Intermediate 
Stanstics. Graduated in lop 5 of class. 

Weslevan University. BA in Government. GPA: 3.6. Elected Vice President of 
Wesleyan Student Assembly 

Personal: 

Manied with two children; interests include tennis, reading, equity research and trading. 


